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2009-2010: “Lost” in med school



2011: The hidden failure (that people don’t talk about)



2011: Became obsessed with readmissions



Society traded paper maps for GPS: Faster, safer, better



Healthcare journeys are more complex and costly than travel…
yet there’s still no GPS to help patients navigate



2012: Found a partner with complementary skills



2012: Day 1 at SeamlessMD



2013: Residency vs Startup?



2013-14: How it started



Results:

•17% (20/115) patients consented

•5% (6/115) patients engaged

•No impact on clinical outcomes

2013-14: How it started



Industry recognition

Digitize patient care journeys 
with reminders, education and 
symptom monitoring 

Enable health systems to lower 
length of stay, readmissions, 
and costs

Integrated with

Clinical validation

50+
studies or evaluations: 

●↓ costs

●↓ LOS

●↓ readmissions

●↓ ED visits

●↓ phone calls

Improve Outcomes

Reduce Cost of Care

Improve Clinician 
Experience

Improve Patient 
Experience

Customer partners

How it’s going (13 years later)



Just-in-time 
reminders 

Monitor 
symptoms

Evidence-based 
care plans & education

AI that answers 
patients' questions

Access from 
patient portal 

(e.g. Epic MyChart)

Guide patients through surgery, oncology, chronic care and more



Spoke at 2021 
Epic App Orchard 

Conference

Delivered Oracle 
Cerner’s 1st SMART 
on FHIR integration 

in Canada

MEDITECH’s 
turn-key partner for 
Remote Monitoring

First-to-market EHR integrations



↓ 50% readmissions & ↓ 20% LOS

     ↓ 1 day LOS & ↓ $1,369 cost per patient

     ↓ 2.7 days LOS & ↓$9,224 cost per patient 

     ↓ 80% daily staff phone calls

• ↓ 72% readmissions

• ↓ 0.9 days LOS

• ↓ 60% discharge to 
SNF

Cardiac surgery

Gynecology

Bariatrics

Colorectal

Thoracics

• ↓41% mortality

• ↓ 35% admission LOS

• ↓ 16% ED visits

Oncology

• ↓48% LOS

• ↓31% ED visits

12+ clinical areas 
(Ortho, Women’s Health, etc.)

↓ 60% readmissions, ↓ 1 day LOS

     ↓ 56% 30-day mortality, ↓21% 
readmissions

     ↓ 25% ED visits, ↓40% unplanned re-ops
Bariatrics

Colorectal

Hepatobiliary

• ↓12.0 mmHg avg. systolic BP

• ↓5.7 mmHg avg. diastolic BP

• ↑20% increase in BP 
readings within target range

Hypertension

Validated by 50+ clinical studies & evaluations



How did we go from a failed 
pilot to an industry leading 
solution?





Mass adoption by 
health systems

1. Pick a clinical problem

2. Build a Tech-only solution

3. Prove clinical benefit with 
studies

The path EVERYONE said would lead to Adoption of Tech



Reality is much more complicated and messy



1. Evolve your idea by telling EVERYONE



Post-op 
patient app

Post-op 
patient app

Pre-op patient app

Post-op 
patient app

Pre-op patient app

Remote 
monitoring

#1 #2 #3

2. You don’t need a clear roadmap - you just need to LISTEN



Pre/post-surgery Oncology Palliative careChronic care

3. Deliver results → earn health system trust 
to innovate in more clinical areas



4. A product’s outcomes are a function of your team’s Clinical DNA



5. Solving a Clinical Problem may get you a Pilot
Solving a Business Problem will get you Sustainment & Scale



6. One champion may get you a sale - 
BUT you need THREE champions for long-term success



7. Learn to embrace Sales



8. No RCT will magically convince everyone to adopt your product



9. 90% of implementation success comes from Non-Tech efforts



10. Health systems don’t want to buy Tech - 
they want to invest in a PARTNER



“I had every side effect you could get, 
from thrashed hives to loss of 
appetite, and this program was a huge 
game-changer for me. 

It’s like having a nurse in your pocket.

It saved my life.”

11. To survive in Digital Health, 
your North Star must be a very powerful “Why”



Takeaways

1. Evolve your idea by telling EVERYONE

2. You don’t need a clear roadmap - you just need to LISTEN

3. Deliver results → earn health system trust to innovate in more clinical areas

4. A product’s outcomes are a function of your team’s Clinical DNA

5. Solving a Clinical Problem may get you a Pilot Solving a Business Problem will get you Sustainment & 

Scale

6. One champion may get you a sale - BUT you need THREE champions for long-term success

7. Learn to embrace Sales

8. No RCT will magically convince everyone to adopt your product

9. 90% of implementation success comes from Non-Tech efforts

10. Health systems don’t want to buy Tech - they want to invest in a PARTNER

11. To survive in Digital Health, your North Star must be a very powerful “Why”



LinkedIn

Podcast

Joshua Liu

The Digital Patient

Thanks for listening!
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